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New House Service Regulator 
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orifice and valve pocket. 
Permits exchange of diaphragm 
case without removing inlet 
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For Pipeline and Gas Main Projects 


United Engineers offers complete field engineering, 


construction, supervision 


If you contemplate pipeline or gas main construction, 
let the highly specialized experience and varied skills 
of United Engineers supplement your distribution 
department. Our service is flexible and can be ad- 
justed to your needs. We can furnish trained spe- 
cialists with long experience either to work on any 
portion of your program, such as field inspection, or 
to execute the entire project. 

Our long record of successfully completed assign- 
ments is your assurance that the work will be per- 
formed in accordance with your specifications, with 
your high standards of safety, and at reasonable cost. 





and inspection services 








AS SPECIALISTS IN SERVING GAS 
COMPANIES, UNITED ENGINEERS OFFERS— 


Experience in Design 
A background of over 70 years in gas industry design and 
construction. 
Efficient Apparatus and Processes 

Due to continuing research in the development of thermal 
and catalytic apparatus and processes for gas production. 

Economical Construction 
A large, well-organized force for natural and manufactured 
gas construction work. 

Experience in Operation 


A highly skilled plant operations staff for securing most 
efficient results from apparatus. 
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The new Kingston to Albany pipeline of the Central Hudson Gas and Electric Corporation conquers 
the many challenges presented by 46 miles of rugged terrain, snaking its way over mountains and even 
scaling a 300 ft. cliff. Construction supervision and inspection services were supplied by United Engineers. 


UNITED ENGINEERS 


& Constructors Inc 
U.E.&C. (Canada) Ltd. 
New York * PHILADELPHIA * Chicago 


Our list of clients includes many of the nation’s forward-thinking industries and utilities 
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‘OW BELL SYSTEM COMMUNICATIONS SERVE THE PIPELINE INDUSTRY 











William P. Schubart, Dispatching 
Supervisor, runs a “‘tight line’ by 
telephone from Plainfield, N. J. 
Private line circuits link him with 
60 installations including refineries, 
pumping stations and terminals in 
Socony’s Eastern Pipelines Division. 


He’s keeping track of 40 batches 
by private line telephone service 


Using Bell System private line telephone service, products moving at a proper rate, and (3) to verify 
the Plainfield, N.J., dispatcher of Socony Mobil the volume of each batch at check points in the line. 
Oil Company keeps multi-product traffic flowing } ; ; 
through three different pipeline systems. Up to 40 Socony Mobil has used Bell System communica- 
ary : tions for 26 years, has found them dependable and 

pDatches of different products are en route at the tah 
son len accurate ... qualities that may well help your own 


operation. Just call your Bell Telephone Company 
' business office. A representative will gladly study 
instruct gaugers at delivery points, (2) to keep all your needs. No obligation, of course. 


The dispatcher relies on the telephone (1) to 


BELL TELEPHONE SYSTEM 





PRIVATE LINE TELEPHONE * PRIVATE LINE TELETYPEWRITER * DATA TRANSMISSION SYSTEMS 


| CHANNELS FOR: REMOTE METERING AND CONTROL * TELEPHOTOGRAPH * CLOSED CIRCUIT TV 
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femo From The Editors 





vel for Thought 


In the never-ending struggle to build consumer prefer- 
ice for one type of energy over another, the electric in- 
ustry’s Campaign on the lines of “Live Modern Electri- 
lly” is paying off. The result is that the electric industry 
getting a lion’s share of the new home and home modern- 
ing markets . . . all of this to the detriment of every gas 
tility, gas pipeline company, gas producer, and supplier 

» the gas industry. 

Statistically, the gas industry is doing “okay,” based on 

ormal growth of physical plant and numbers of consumers 

added each year. Yet, considered in the light of the national 
economy growth, this is not extraordinary. For the gas in- 
dustry is still losing customers — in the sense that more 
ind more consumers — both new and old —are going 
all-electric” because they have been literally “brain- 
washed” that it is “modern.” 

This probably comes as news to no one. Bring up the 
subject around a group of gas utility men, and likely you'll 
hear the same comments: 

“The electric industry has more money to spend — 
look, they’ve got three or four big electric appliance 
manufacturers who spend 5 or 6 times as much money 
as all the gas industry put together . . .” : 

“We try to stress that gas is so much more efficient 
and so much more economical, yet the consumer turns 
a deaf ear to those things... .” 

“We need a good slogan like they have. . .” 

Such comments are honest reasoning, not lame excuses, 
but they still don’t solve the problem of what to do to re- 
capture the market that is slowly but surely slipping through 
our fingers . . . for lack of proper action. This problem be- 
comes more acute everyday. 

Let’s examine the “Live Modern Electrically” theme 
for a moment. First of all, it stresses modernity in a subtle 
but convincing manner — that you can’t be modern if you 
don’t live electrically. Secondly, it does not mention cost 
of operation, efficiency of the fuel, or other similar factors 
that a homeowner or housewife should consider. Third 
the theme is used universally by all electric utilities, electric 
appliance manufacturers, and electrical equipment suppliers 

. and it is used everywhere. How many times today have 
you seen that slogan? 

It may be concluded that today’s consumers, particularly 
in the present younger generation, are not as concerned 
with the factors of economics such as cost (you can buy 
it for $1 down and $1 weekly) or efficiency (how many 
miles does your car get per gallon?) as they are in keeping 
up with the times (being modern at any cost). 

The market potential today for new appliances is huge: 
families of 10 or more years’ existence are modernizing, 
and the new families being established are buying new 
homes with all the latest gadgets. 

They represent the biggest potential annual load avail- 
able to the gas utility. And lest we forget, it is the annual 
load that keeps the change in the cash drawer. 

The electric people realize this and they have been 

ctively working toward that end. If the gas industry is 
to keep its share of this big load, and capture an even bigger 
share of the market; it must quit talking and start doing. 
Many ambitious programs have been undertaken by the 
‘is industry in recent years, and they are paying dividends. 
ut these programs are not only a beginning . not an 
id. More needs to be done — and done now. 

Here are some stepping stones of action that deserve 
ie attention of every gas utility man and every manu- 
icturer or supplier to the gas industry: 
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1. Demand and support a better-coordinated industry- 
wide promotional program designed to build and 
hold consumer confidence in the merits of gas as 
the superior fuel for the 7 big residential uses. 

If we don’t believe in our own product, how can 

we expect the consumer to believe in it? Sure, it takes 

money, but isn’t it worth the risk . . . considering the 
market involved? 

Every manufacturer of basic products for gas in- 

dustry should get behind the GEM program, spon- 

sored by the Gas Equipment Manufacturers Com- 
mittee of GAMA. 

Out of several hundred manufacturers, only 14 are 

now backing this vital “business insurance” program. 

Greater participation by the many other companies 

who have a stake in the ultimate success of the gas 

industry will mean an even better program that will 
reap benefits not only for the participants, but for 
the entire industry. 

3. Offer greater coorperation and support to those firms 

who are anxiously and aggressively going all out to 
become “big names” in the gas appliance field. 
There are a number of firms who have plans to grow 
in both size and stature as gas appliance manufac- 
turers, offering complete lines of all types of appli- 
ances. Every industrial and marketing field needs 
several dominant companies that, by the very nature 
of their size and ambitions, can mass produce better 
products at lower cost and compete strongly for the 
market. This would be a much better situation than 
having scores of small firms, none of whom can now 
compete with the electric industry “giants” nationally 
on a large scale. 

4. Throw away the crying towel. 

Only the most naive in our industry would decline 

to admit that there has been too much “gimme” in 

the field of appliance merchandising. Every facet is 
guilty of doing this. Some manufacturers want the 
utility to do everything but sign their income tax 
forms. They cry that they don’t get enough “coopera- 
tion,” when apparently it’s not cooperation they are 
seeking, but something far greater. And some utilities 
seem determined to bleed the appliance manufac- 
turing industry. They either want greater allowances 
for promotion, advertising, etc., or else they want 

“cheaper” products. None of this is compatible with 

building a stronger industry. 

Improve our products. 

Take a close look at the next gas range you see.. . 

even the “latest” model. How much actual design 

change do you see? Sure, we’ve added lots of access- 
ories such as broilers, clocks, oven lights and win- 
dows, and even the most important sales gimmick of 
the day, the “burner with a brain,” but — has the 
style of the free standing range changed much in 25 
years? Even the most expensive, fanciest, chrome- 
trimmed gas range of 1957 looks as if it had been 
designed in 1890. Why aren’t we using sleek lines 
that characterize our modern age? If you don’t think 
it’s important, consider for a moment how far, for 
instance, Ford Motor Company would be in the com- 
petitive auto industry if it were still selling the 

Model “T’’? 

These are only a few of the problems that exist in our 
industry. The solutions mentioned are only a few that have 
been offered. Perhaps the biggest problem of the gas industry 
can be stated simply: Stop talking and start doing. 

Nothing is more tragic than to see a tree die because 
its roots were too few and too shallow. It’s time to cultivate 
our root structure, and you can be assured that if that is 
done, the tree will prosper! 
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Employee safety records of investor-owned gas and 
electric companies are far superior to those of munici- 
pally owned systems — a startling fact revealed in 
safety statistics just released by the U. S. Department 
of Labor. In fact, the average employee runs less than 
half as much risk suffering a disabling accident if he 
works for an investor-owned gas company than if he 
were employed by a municipal system. Figures for 
1955, latest year to be analyzed, show the accident- 
frequency rate for investor-owned companies was 7.9 
disabling injuries per one-million employee-hours 
worked, compared to 16.4 disabling accidents per one- 
million hours for municipal-owned systems. Tabula- 
tions were based on comprehensive information ob- 
tained from 445 investor-owned and 168 publicly- 
owned systems, representing operations in all parts of 


the U. S. 


Greater Winnipeg may have two active firms compet- 
ing in the gas distribution field when natural gas ar- 
rives. Winnipeg & Central Gas Company has a fran- 
chise to serve the entire province of Manitoba, but is 
only anticipating operations in the metropolitan Win- 
nipeg area. Its franchise is by no means exclusive and 
several other gas distribution companies have an- 
nounced intentions of competing. Other firms active 
include Great Northern Gas Company, which has a 
franchise to serve Brandon; Inter-City Gas Company, 
to serve Portage; and Great Plains Gas Company, 
which plans to serve the Winnipeg area. 


Future “all-gas package” by RCA-Whirlpool may be 
in the offing. The firm now has a gas dryer, a combina- 
tion washer-gas dryer, and a gas range, and is active in 
research and development, in the field with other com- 
ponents expected to be added to the package. In a two- 
year period, the firm has become a “big name” in gas 
appliances, producing laundry equipment under the 
RCA-Whirlpool trademark, and ranges through ac- 
quisition of The Estate Stove Company, with the 
“Estate” trade name. 


Cribben and Sexton Company, Chicago, manufac- 
turers of the Universal line of gas appliances, has pur- 
chased the commercial range operation of Magic Chef, 
Inc., manufacturing division of the newly-merged 
Magic Chef-Food Giant Markets, Inc. The purchase 
includes tools and dies, special machinery for produc- 
tion of heavy-duty ranges, and raw materials and 
finished goods inventory. Purchase price was not dis- 
closed. Not involved in the transaction was Magic 
Chef's physical plant in Cleveland, Ohio, comprising 
34 acres of land, with 300,000 sq ft of manufacturing 
space. Magic Chef's domestic ranges are produced at 
its Franklin, Tennessee, plant. Cribben and Sexton will 
use “Magic Chef” on commercial ranges during an 
interim period; otherwise, the trade name is not in- 
volved. 


Arkla Air Conditioning Corporation, newly formed 
wholly-owned subsidiary company of Arkansas Louis- 
iana Gas Company, has formally taken over the na- 
tion’s major manufacturing plant and system of manu- 
facture for gas air conditioning equipment. Units to 
be produced by the new firm will bear the trademark 
name, “Arkla-Servel”. Operation of the plant by 
Arkla Corporation began formally on September 23, 
following consummation of a $3,675,000 transaction 
between the Shreveport-based gas utility and Servel, 
Inc., of Evansville, Indiana. Arkla’s acquisition brings 
new capital to expand production, sales, and promo- 
tion on a nation-wide basis to the important gas air 
conditioning business. J. C. Hamilton, president of the 
Arkansas Louisiana Gas Company, is president of the 
new Arkla Corporation. 


Inland Natural Gas Company, Ltd., has laid all but 
15 miles of 304 miles of main in its new system, soon 
to go into operation. Individual house and business 
services are nearing completion and construction of 
city gate stations is well under way. When sufficient 
gas is available, the company will complete the dis- 
tribution systems by cleaning lines ready for actual 
turn-on. 


A special committee has been named by the Georgia 
Municipal Association to fight a proposed 30 per- 
cent increase in rates by Southern Natural Gas Com- 
pany on its wholesale gas prices. At a meeting in At- 
lanta in mid-September, 65 representatives from 34 
Georgia cities authorized the committee to employ en- 
gineers and accountants to study the rate increase 
proposal. The group’s spokesman said the rate boost 
would hike costs 15 to 20 percent for individual con- 
sumers in towns served by municipally-owned systems 
and would also mean ultimate increases in cities served 
by four Georgia natural gas firms. 


Statistics of Interest. Natural gas common stock yields 
at the end of August were 10.1 percent higher than a 
year earlier, reports AGA. Dividends averaged $1.89 
per share, producing a yield of 4.92 percent, com- 
pared to $1.76 and 4.47 percent last year. 

Total sales of gas in July were 8.6 percent higher 
than in July, 1956, rising 9.0 percent on a year-to-year 
comparison. Natural gas sales were up 6.2 percent for 
the 12-month period ending July 31, while sales of 
manufactured and mixed gas dropped 35.2 percent, 
reflecting continuing conversion to natural gas. 


Texas Eastern Transmission Corporation is going into 
the production business in a big way. The firm will 
acquire LaGloria Oil and Gas Company of Corpus 
Christi, Texas, in a stock exchange. One share of 
Texas Eastern common will be exchanged for each 
share of La Gloria capital stock outstanding. Value 
of the transaction is placed at $70,000,000. La Gloria 
is a leading producer of oil and gas that will fit in with 
Texas Eastern’s planned expansion and diversification 
program. The firm will be operated as a subsidiary. 


Oklahoma Natural Gas Company has filed applica- 
tion with the Oklahoma Corporation Commission for 
an increase in rates of $6,500,000 annually. The Tulsa- 
based firm said increased cost of gas, labor, materials, 
and financing, along with increased taxes, necessi- 
tated the rate increase request. Completion for Okla- 
homa’s gas reserves from interstate pipelines, and 
more recently, intrastate pipelines, has brought about 
substantial price increases in the price of gas on long- 
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MUELLER: 


lubOseal gas meter stops 


SAFETY INSURED! 














“QO” rings located at top and bottom of 
the lubricated key give double protection 
against leakage of gas to the atmosphere. 
Precision ground key is individually Hii) 
lapped into body to prevent leakage LAL 
through the port when stop is closed. 


And the LubOseal is permanently 
operable. Lubricant is forced in and ~-_—'—'“~ LL fe 
stored under pressure around “O” rings | 
through an independent port in the b | Ss ' 
body. Lubricant is evenly distributed We = = 
around entire key each time the stop is a 
operated to insure permanent, easy turning. \ = 





Usa 
Replace inoperable gas meter stops with the H-11170 Plain Head 
LubOseal. You can do it quickly and safely H-11175 Lock Wing 
under pressure with the Mueller NO-BLO® mrt : 
Stop Changer. See your Mueller Representa- Sizes “44” through 2'/2 


tive or write direct for complete information. 





MUELLER CO. 
DECATUR. ILL. 


Factories at: Decatur, Chattanooga, Los Angeles; 
in Canada: Mueller, Limited, Sarnia, Ontario 






















bandon lines without abandoni i 








Mueller® Save-A-Valve Drilling Nipples are ideal for 
temporary or semi-permanent connections. When lines are abandone 
the exclusive NO-BLO*® Completion Plug is inserted into the 
drilling nipple through the gate valve. The plug effectively holds 
the pressure while the expensive valve is removed to be used again. 
A completion cap further seals the nipple against leakage. 











Bolt power-driven C1-36 Drill- 
ing Machine to gate valve 
and make cut into line or 
tank. Close valve and remove 
drilling machine. Bolt adapt- 
er to gate valve and attach 
temporary line. Open valve 
to put into service. 















1. Weld 


Loosen plug so that ‘0’ ring does not touch 
flange. Position and weld nipple to line or tank. 
Remove plug, attach test cap and pressure-test 
welds. Remove cap and bolt open Mueller gate 
valve to nipple. 











Flanged type nipples have welding inlets contoured to fit pipe one size larger 
than the nipple. Available in 4”, 6” and 8” sizes of varying lengths with 150 
pound flanges for pressures up to 230 p.s.i. Optional 300, 400 and 600 pound 
flanges for higher pressures may be ordered on the 4” and 6” sizes. 

Smaller Save-A-Valve Drilling Nipples from *4” through 3” are avail- 
able with welding or threaded inlets and threaded caps. Cast iron caps for 
pressures to 250 p.s.i.; steel caps to 1200 p.s.i. 
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MUELLER 





CCCI Method 
4 , ® 








vandon line 


gate valve and re- 
temporary line. Fas- 
ompletion plug to 
of Mueller Comple- 
achine and bolt ma- 
to gate valve. Open 
and screw plug se- 
into nipple. 


4. Recover valve 


Release plug from shaft of comple- 
tion machine and remove machine. 
Piug now holds pressure and gate 
valve may be removed. 





5. Cap nipple 


Place gasket in flange recess of 
nipple and secure completion cap. 


re-used any time 





Pnnection may be 
| 
| 


Write for the No-Blo Method Booklet “Make 
Installations Under Pressure”. It shows how 
other gas installations may be made in com- 
plete safety, without loss of gas or interrup- 
tion of service to customers. 
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MUELLER 6 | @- MUELLER CO. 
ve cap and bolt gate valve to fitting. - D EC AT U R * i L L . 


ay E-2-Release Plug Extracting Tool % 4 <n AOD 11a Factories at: Decatur, Chattanooga, Los Angeles; 
aft of completion machine and bolt : BEcAK W, ‘ In Canada: Mueller, Limited, Sarnia, Ontario 
to gate valve. Advance shaft of 
to engage plug. Unscrew plug and 


ve from nipple. Close valve, remove Since 78457 


ine and re-attach line to valve. 








in 10 minutes... 


PIPE BREAK TO PERMANENT REPAIR 





FOR WINTER BREAFS! 


Style 80— Ready-Pack 
Sleeve. Light weight, low 
cost. Insures gastight re- 
pairs, even on off-size pipe. 
Completely encloses the 
break. Fast, one-man re- 
pair on cast iron pipe from 


3”’ to 8” diameter. 


Style 57C—Cast Split 
Sleeve for longer breaks or 
splits in straight run of 
pipe. Quickly installed on 
ast iron pipe 2” to 12” 
diameter. Two or more 
sleeves can be joined to 
over pipe breaks longer 


than 8 


Be ready to make quick, permanent, 
leakproof repairs if pipe breaks occur this 
winter. Order your Dresser Sleeve and 
Clamp assemblies now. 


Each Dresser Style 80 Repair Sleeve comes 
completely assembled ready for installation 
and equipped with a handle for easy 
carrying to the trouble spot. Regardless 

of weather or location, one man using just 
a wrench can make a permanent repair 

on cast iron pipe in 5 to 10 minutes. 


Here is “packaged repair” . . . a fast, modern 
technique insuring that pipe lines go back 
into full service immediately . . . another 
Dresser product designed to help you protect 
your investment and maintain the 

good will of your customers. 


Dresser Manufacturing Division, 59 Fisher Ave., 
Bradford, Pa. Warehouses: 1121 Rothwell St., 
Houston; 101 S. Airport Bivd., S. San Francisco. 
Sales Offices in: New York, Philadelphia, 
Chicago, Atlanta, Denver. 
In Canada: Toronto and Calgary. 
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vhy this key compressor station works dependably despite these 


femperature extremes 


Compressor Station One is the key supply installation 
on the sprawling Pacific Northwest Pipeline system. 
Located at 6000 feet elevation near Ignacio, Colorado, 
the facilities boost pressure of nearly 300-million 
cubic feet of gas per day from the San Juan Basin 
gathering system. This station feeds a nearby gasoline 
plant before starting the gas on the long haul to the 
Pacific Northwest market. 


In such a key spot, dependability is essential. Fish 
engineers carefully reviewed possible causes of trouble 
long before thoughts went into plans. 


Extreme temperature fluctuations—from plus 100 
degrees F. to minus 20 degrees F—posed unusual 
problems. Under these conditions, reliable temperature 
control was difficult to achieve. 


To be sure of providing efficient jacket water and 
lube oil temperatures under all extremes of ambient 
temperature and load, Fish designers elected to use 
unitized systems. Under this system, each engine has 
its own atmospheric cooler to take care of jacket water 
and lube oil cooling loads. A system of temperature 
control instruments was installed to provide very close 
control under all operating conditions. As designed, 
this remote station demonstrates extreme flexibility 
with reliability. 


This is but one example of the type of advanced 
engineering you get from Fish. In addition, the same 
quality service prevails from feasibility study to project 
completion. If you are contemplating new or expanded 
facilities in oil, gas or chemicals, consult with Fish. 





FISH ENGINEERING CORPORATION 
FISH NORTHWEST CONSTRUCTORS, INC. 
FISH SERVICE CORPORATION 
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ATLANTA GAS LIGHT COMPANY 


INCREASES PROPANE STAND-BY 


The 1956 addition to Atlanta Gas Light Company’s 
liquid propane storage expansion program, which 
began two years ago, consisted of twenty 30,000 
gallon tanks. The total stand-by propane-air 
capacity serving Atlanta became 2.7 million cubic 
feet per hour from 78 tanks like those pictured. The 
white stacks mark the location of 20 tanks installed 
during two preceding years. The 1957 expansion 
program will provide for 20 additional tanks at this 
plant and seven in other properties. 

Underground protection of these tanks begins at 
the tank fabricating shop, where a special Royston 


inhibitive, insulating primer is applied. At the instal- 


Royston Laboratories, Inc. 


Box 112-F, Blawnox, 


Pittsburgh 38, Pa. 


lation site the tanks are given a spray coat of Roskote 
Mastic. This is followed by a fog coat of non-con- 
ductive, contrast paint. The latter insurés complete 
coverage of the second spray coat of Roskote 
Mastic, which completes the prescribed underground 
protection. 

The Atlanta Gas Light Company has similar in- 
stallations in Waycross, Macon, Valdosta, Rome and 
Athens. 

If you are planning an underground or above 
ground installation of tanks, or piping, write for 
complete information on the Roskote time-proven, 


economical protective coating system. 


BRANCH OFFICES IN ATLANTA, CHICAGO, HOUSTON, 
PHILADELPHIA, SAN DIEGO AND TULSA. WARE- 
HOUSED IN NORTHEAST, SOUTHEAST, NORTH 
CENTRAL AND SOUTH CENTRAL REGIONS. 
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ROBERTSHAW-GRAYSON WATER HEATER CONTROLS 
now feature the GOOD HOUSEKEEPING GUARANTY SEAL! 


UNITROL 200 


UNITROL 110 




















Here’s important news for your water heater 
customers...the Good Housekeeping Guaranty 
Seal on ROBERTSHAW-GRAYSON water heater 
controls! What buyer doesn’t recognize this 
value immediately ? Next month, ROBERTSHAW- 
GRAYSON will announce their new promotion 
with a colorful full page advertisement in Good 
Housekeeping magazine...read by more than 
101% million homemakers all over America. 
ROBERTSHAW-GRAYSON controls on the water 
heaters you sell will give them a great new 
mark of distinction. 


Specify Robertshaw-Grayson Unitrols Today! 


Robertshaw Fulton % 


CONTROLS COMPANY 
GRAYSON CONTROLS DIVISION * LONG BEACH, CALIFORNIA 
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TECHNICIANS: They Can Help Solve the 


“Engineer Shortage” in the Gas Utility Industry 





W. L. Thomas 


Gas Fuel Technology Department 
Southern Technical Institute 
Chamblee, Georgia 


salaries for 





know that there are medical techni- 


ec Sas a Nt ial 








IN THE constantly shifting economy Are you paying “big” be 
of the United States, “Technology” is “little” jobs? Are you boring an engi- cians, dental technicians, X-ray tech- in 
becoming a key word — engineers are neer graduate by assigning him routine, nicians. They are not highly paid doc- 

needed, and they are scarce due to the non-stimulating jobs? Are you hiring tors, but are men who have been vi 
increased demand. The gas industry is engineers at high salaries, paying to trained to supplement and complement Ld 
not getting its share of graduate engi- train them in the gas industry and then the doctor. They have some of his n 
neers, and the gas industry is losing having them leave you — and, leave skill, and a little of his science — ni 
valuable engineers to other industries. you with a good deficit charged off to specialists. The United States cannot ry 

Essentially, the problem resolves it- training and frustration? afford to waste the talents of doctors | 


self to two questions, the first of which 
is “How many engineers do we actually 
need?” Do you, as a gas utility, need 
the number of engineers you think 


How would you like to have a mid- 
dieman—a man that fits between your 
skilled worker and your engineer? How 
would you like to hire a man who has 


for these routine but necessary jobs 
Sounds sensible, doesn’t it? 

There are many other technicians 
Look in the “Help Wanted” section o! 





you do? been specifically trained to enter the your newspaper. Electronic techni 
Or, to put the question more suc- gas business? Sounds good, and you cians, civil technicians, mechanica 0 
cinctly, how long has it been since your can. technicians, aeronautical technicians 


technical jobs have been evaluated as 
to the qualifications an employee must 
have to satisfactorily perform them? 


12 


Enter the Technician 
The middleman is a technician. You 


are all wanted. Leading companies are 
advertising for them — companies tha 
build airplanes and rockets, radar set: 
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Student adjusts conversion burner. 


and roads, automobiles and ships, and 
companies that build electric generat 
ing plants and equipment. 

Is the gas industry, your industry, 
behind? Have you failed to evaluate 
your jobs, and to secure the talent 
necessary to insure the progress of your 
industry? 

Industry leaders know there is a 
shortage of engineers. They know the 
shortage will become more acute as 
technology advances in the competitive 
race within the United States and in 
the race to keep this country free and 
unchallenged by foreign aggressors. 
They know it another way — by the 
salaries they have to pay engineers, the 
difficulty they have in recruiting them, 
ind the struggle to keep them. 

Industry leaders and educators have 
worked on this problem. The obvious 
solution was to have industry re-evalu- 
ite its jobs and to ascertain what quali- 
fications an employee must have for 
the job, and then have the educators 
irain men to fill the particular jobs. 
[his is tow the “technician” came to 
be born — a union of industry (need) 
ind education (supply). 

The engineering technician — a man 
vith technical skill in a particular field; 
i man with some of the science of an 
ngineer and some of the art of a crafts- 

man — is the middleman that indus- 
ry has found so valuable. Technical 
schools slowly came into being; most 
f them were created by the large engi- 
eering schools. They cover the spe- 
alized engineering field — civil, me- 
hanical, heating and air-conditioning, 
‘ronautics, industrial, electrical, elec- 
onic, to mention only a few. 


.. and the Technical School 
How does this apply to you? In 1947 
eorgia Institute of Technology, one 
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Tough wiring problems solved by doing. 


of the nation’s leading engineering col- 
leges, founded Southern Technical In- 
stitute. Industry leaders requested it, 
helped organize it, and helped build 
the curriculum. The initial curriculum 
consisted of Industrial Technology, 
Electronic Technology, and Heating 
and Air-Conditioning Technology. In- 
dustry welcomed the program, and 
especially welcomed the graduates. 
They filled a need. 

Some industry leaders refer to the 
program offered by Southern Tech as 
“dollars and cents” engineering. The 
“frills” of the four-year engineering 
curriculum have been boiled away, 
leaving a two-year program of applied, 
practical engineering. The student is 
awarded an Associate of Science De- 
gree upon completion of the course of 
specialization he chooses. The pro- 
gram is good, and above all, it is useful. 
This is attested to by the fact that the 
school and its entire curriculum are ac- 
credited by The Engineers’ Council for 
Professional Development. 


Training in Gas Technology 

In 1949 the gas industry requested a 
Gas Fuel Technology Course —a 
course that would train men specifically 
for the gas industry. This course was to 
produce a product — a graduate, who 
would be immediately useful; one who 
was ready to step into some phase of 
the gas industry. Men who were sold 
on the gas industry and who had 
elected to train for a place in it, not 
men who had been sold on the indus- 
try and merely considered it a stepping 
stone to something else. Men who don't 
require the expensive in-service train- 
ing, but men who know gas and gas 
equipment. These men are gas fuel 
technicians. They fill the need for tech- 
nically trained men. 





What does a “gas man” study? What 
can be expected of him? How much 
does he know? How can he help the 
gas utility company? 

This curriculum stresses courses in 
in gas. 


1. Theory of Gases—this acquaints 
the student with the physical 
characteristics of gas—gas laws, 
specific gravities, limits of flam- 
mability, heating values, and 
chemistry of combustion. 


a 


2. Gas Utilization—a concentrated 
study of burner design, orifice 
capacities, requirements for com- 
bustion, controls (mechanical, 
electrical, electronic) for do- 
mestic, commercial, and indus- 
trial applications. 


we) 


Industrial Gas Utilization 
study of the use of gas in indus- 
try — metals (ferrous and non- 
ferrous), steam generating, ce- 
ramic, plastics. It includes study 
of gas carburetion, industrial 
surveys, consumptions, sales. 
Field trips are an essential part 
of this course — what industry 
is actually using gas for, and why 
are they using it. 





a 


4. Gas Equipment — a study of all 
components that make up a gas 
system. Regulators, compressors, 
meters (positive displacement 
and orifice), pipe sizing and fab- 
rication, pressure vessel design, 
relief valves. It covers gas dis- 
tribution and management of 


systems and properties. 





Students do adjustment on “built-in,” using 
actual in-place equipment. 


For your convenience in filing, this poge scored for easy removal 13 








Regulator performance curves are plotted from actual equipment 


tests run in laboratory. 


These are the gas courses; total num- 
ber of hours of class work is 300, 
homework is twice that amount. Lab 
oratory work, to give students “science 
with practice —the art” totals 180 
hours. These courses are devoted to 
the gas industry. They are courses that 
teach a man to help the progress of 
gas through science. 

Special gas subjects are only part of 
the program. There must be basic sub- 
jects to give the foundation, such as 
physics, algebra and trigonometry, 
English, and chemistry. 

Other technical subjects are neces 
sary: Engineering drawing, heating 
and air-conditioning, sheet metal, and 
general metal. 

Personnel or management subjects 
make the program complete. Included 
are subjects that give the employee in- 
sight into the problems of management 
and equip him to advance in the gas 
utility company — human _ relations, 
industrial sales and purchases, account- 
ing, small business management, and 
supervisory training. 

There are no “frills” in this techni- 
cal gas program. The man is trained to 
do a technical job; the additional train- 
ing equips him for advancement, equips 
him to do a technical job better, and 
makes him an asset to your company. 

This can be the answer to the engi- 
neering shortage in the gas utility in- 
dustry. Re-evaluate your jobs, save 
your engineers for the high-level think- 
ing and planning they have been edu- 
cated to do, and let the technicians do 
the jobs that drive engineers to more 
fascinating fields of employment. 


Where to Get Technicians 

The second question is, “Where can 
we get these technicians?” This poses 
another problem. There are simply not 
enough graduates to fill the increasing 
demands. Why? 

Unfortunately the gas industry has 
not publicized itself to high school 
graduates. — This is the prime source 
of future engineers, technicians, and 


14 If you need this article for your files, take it out now! 


In the industrial gas laboratory, students learn how to get proper 


gas-air mixture to burners. 


Regulator and piping board in classroom shows importance of proper regulators 


and piping. 


workers. There are few if any bro- 
chures about the industry to give to 
young people. The industry has not 
been glamorized. The story has not 
been told. While other industries tell 
about themselves and the opportuni- 
ties for young people, the gas industry 
waits. 

The probiem is there, but so is the 
solution. The solution is not expensive 
nor complicated. Let’s put it in a few 
simple steps. A program that will in- 
terest young people in this industry. A 
program that will insure the gas indus- 
try of a source of technicians and engi- 
neers that it needs for survival. 


1. Analyze the “gas operation” and 
list the jobs in the industry. Look 
at the future these jobs offer — 
advancement and security. See 
the challenge and glamour. 


Visit the high schools when they 
have “Career Days.” Tell the 
gas story — the opportunity, the 
challenge, the glamour. 


Contact the high school counse- 
lors in your town and see the 
towns on your system. Ask them 


One question, “What is gas, and 
what careers does the industry 
offer young people?” The 
answers, or lack of answers, will 
shock you. 


Select men in your present em- 
ploy who would benefit you and 
themselves if they had special- 
ized gas education. This will at- 
tract good men to your company, 
hold good men, and is a wonder 
ful labor-relations tool. The air- 
craft and chemical industries 
use it. 


Award a “gas scholarship” to an 
outstanding child of one of you 
employees. The employee is sold 
on gas, sold on your company 
and employer-employee relation: 
really take a boost. Create th: 
“gas family.” 


It is no secret to foresighted gas in 
dustry leaders that we have a toug! 
competitive fight on hand and a toughe 
one ahead. Technology is the answe 
— it will defeat us, or will win fo 
us. Utilize the technical man. Recrui 
the good student. xe? 
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Post-Mounted 
Regulators 


Economy, ease of maintenance, safety, 


speed of installation, lower cost — these 


are some of the many advantages of this 


Elmer L. Henson 
Gas Engineer 

Nashville Gas Company 
Nashville, Tennessee 


PRIOR to the advent of natural gas in 
Nashville, Ternessee, in 1946, the 
maximum day sendout was 4,683,000 
cu ft of hard-to-get-out 550 Btu gas, 
while the maximum day sendout of the 
1956-57 winter season was an easy 


schmoo-like device that warrant its use 
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70,000,000 cu ft of 1080 Btu gas. Dur- 
ing this growth period, Nashville Gas 
Company’s medium and high-pressure 
line footages have increased 800 
fold with standard pressure footage 
increasing almost the same. Estimated 





This 3-in. regulator, in a residential area, 
was converted from a 2-in. regulator. 


load on the standard pressure system 
today is some 300 percent of what it 
was in 1946; and low-pressure areas 
are no cause for alarm. 

This added load has been met with 
post regulators for the most part, and 
the company is well satisfied with the 
results. 

As far as is known, the post regulator 
was first conceived in Memphis, Ten- 
nessee, and developed later in Nash- 
ville. It is hard to understand why more 
gas companies do not use this schmoo- 
like device. Although it is basically a 
service regulator mounted on two ver- 
tical pieces of pipe—one supplying the 
inlet pressure and the other delivering 
the lower pressure to the distribution 
main—it has many advantages that 
make it a desirable addition to the 
distribution system: 


1. Economical in initial, ma‘nte- 
nance, and operating costs. The initial 
costs of these installations run in the 
neighborhood of $600 which includes 
$20 per running ft of ditch paving 
charge and 30 percent rock excavation, 
as compared with $1800 for a pit in- 
stallation using a 3-in. by 3-in. bal- 
anced-valve-type distribution regulator. 
Capacity for capacity, you can get 
more volume for your money using 


Still in service, this 1'/g-in. regulator was 
erected hastily in the 1949-50 winter season 
as a temporary installation. Posts are painted 
green to make them inconspicuous and reflec- 
tor-type scotch tape is added (arrow) to 
make them visible at night. 


Another AGJ exclusive ...scored so you can tear out for easy, neat filing! 15 

































































































































Installed to prevent double regulation, this 
regulator has outlet set at 45 psi. Since in- 
stallation is in open space, accessible to 
straying motorists, the |2-in. supporting pipe 
is filled with concrete. Note how easily reg- 
ulator can be changed. Pressure point is 
on the other side of relief valve. 


post mounted installations until the 
4-in. by 4-in. size is reached. 

We would seldom need a regulator of 
this size as we normally add gas to an 
area in increments as needed, and do 
not wait until the large regulator is 
required. 

To illustrate what this would mean 
in money, consider this example: 
About nine years ago we built a pit 
with a 4-in, by 4-in. regulator to boost 
a standard pressure area off of a me- 
dium pressure main. Subsequent to 
this, the medium pressure main was 
converted to high pressure and re- 
stricted size inner valves installed in 
the regulator. For the past six years, 
we have had $1800 tied up in a pit that 
is doing the job of a $600 post regulator 
installation. 

In maintenance, the expense, for the 
most part, lies in painting the installa- 
tion every two years. Should there be 
mechanical trouble, regulators can be 
swapped bodily in 30 minutes and 
overhaul of the regulator can be made 
at the shop in a more pleasurable 
atmosphere. 

Operation consists of visiting the 
site and changing the pressure twice 
yearly, using a screw driver or wrench 
—no messy pit to pump out and get in, 
no diaphragm case to open up, and the 
ever present traffic problem is of no 
concern. 


2. Regulator location. When an oc- 
casion arises that requires the boosting 
of a low-pressure area, one major prob- 


16 Need this article for your files? Tear it out and tuck if away! 


lem is getting the gas away from the 
regulator where the system of one cen- 
tral feed is employed, and to a spot 
where it will do the most good. 

This will frequently entail either the 
laying of a larger main downstream 
from the regulator, or converting a sec- 
tion of main to medium pressure to per- 
mit locating the pit more or less in the 
center of the trouble. 

We feel it better to attack the prob- 
lem from more than one direction, and 
thus would pass up the one source idea 
in favor of installing more than one 
post regulator with individual capaci- 
ties less than the distribution main. 

Another facet of this problem is the 
actual site itself. The location of a pit 
is a far greater problem than merely 
sticking a post up in the sidewalk area 
behind a utility pole. 


3. Speed of installation. Some low- 
pressure areas seemingly spring up 
over night, while others give ample 
warning, but, for one reason or an- 
other, nothing is done about the prob- 
lem until it is too late. Under such cir- 
cumstances, it requires but a day to 
install a prefabricated post regulator to 
remedy the situation. 


4. More even distribution pressures. 
Frequently, when we have an area 
supplied by one regulator, we will have 
a condition in which the periphery will 
have widely fluctuating pressures as 
the load varies. Such a condition makes 
it impossible to adjust appliances with- 
out an appliance regulator. This prob- 
lem can greatly be eased by placing the 
regulators on the outer extremities 
feeding inward—this permits more uni- 
form pressures, for the regulators do 
not have to be set as high to carry the 
load in extremely cold weather. The 
area of fluctuation will then be in the 
center rather than the outer portion of 
the area, and with the feed being in- 
ward from more than one source, the 
variance will be less, for one regulator 
will support the other. 


5. Safety factor. The safety factor of 
many small sources over one large one 
is self evident. One fact that might not 
be so evident is that, with a multiple 
feed system, it is often possible to shut 
off one source without complaint from 
the customers. This means a night serv- 
ice man can shut off the regulator and 
the regulator crew can repair the 
trouble under normal conditions, with- 
out an emergency call out. 


6. Other obvious advantages: No 
dirty pits, no explosion hazard. 

We use two basic types of post regu- 
lator installations: One for operating 
off of our high-pressure system, and 
another for operating off of the me- 
dium-pressure system. 








High pressure regulator installation. In this 
case, two large customers were on a line that 
had insufficient pressure in 20 F weather. A 
high pressure line was available down the 
alley, so this regulator was installed and set 
at 10 psi feed from this point to another 
point two blocks away to give customers 
adequate pressure. At same time, another 
post regulator was installed to feed stand- 
ard pressure system at this point. 


The first of these uses the 2-in. pilot 
loading type regulator, reducing either 
from pounds to pounds, or pounds to 
inches. Earlier installations used 1-in. 
regulators in the pounds to pounds cut 
where the load was small. Construction 
was such that larger regulators could be 
substituted at a later date, varying the 
orifice size to meet the load. This type 
is used primarily to get away from dou- 
ble regulating all the customers on a 
lateral off of our high-pressure belt line. 

In the second case, we use regu- 
lators of varying sizes, and here 
again, construction is such that we can 
change regulators as needed. This is 
used to feed into a standard pressure 
area from a medium pressure main in 
place of a district regulator. We never 
swap types on our installation, the pilot 
loaded type not being used with a me- 
dium pressure inlet for financial rea- 
sons, and the opposite being true for 
mechanical. All installations are prop- 
erly equipped with a relief valve, by- 
pass provision, and valves. 
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Working in an area close to pleasant residences, |2-wheeled, 
rubber-tired crane lowers pipe into ditch with minimum of noise. 


IN CHICAGO... 


Modern Equipment, Methods Speed 
Construction in Suburban Areas 


Building 14 miles of 36-in. line 
through a congested residential and in- 
dustrial area is the type of project that 
ordinarily brings visions of grey hairs 
to gas utility construction men and 
company public relations men. Such a 
project, however, has been successfully 
undertaken in Chicago, and the com- 
plaints from customers and residents 
of the area can be counted on one hand. 


Reason for the negligible amount of 
complaints is simple — proper plan- 
ning before the job was begun, keeping 
the public advised of every phase of 
construction that might cause minor in- 
conveniences, and most important — 
the use of many innovations to reduce 
inconveniences and property damage 
of any kind. 


Crews complete task of cleaning residents’ yards after pipe has been laid and back- 
fill is tamped in place to surface level. Repaving crews follow close by. After this phase, 
other crews restore all lawns and shrubs damaged during construction. Steel plates (fore- 
ground) are used to bridge street, keep streets open to traffic. 


Dean Hale 
Editor 


Traffic on major street and a rail- 
road is undisturbed as line is pushed 
through bored crossing. 
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Concrete saws, while more expensive to use than 
air hammers, eliminate objectionable noises when 
cutting pavement to prepare trench crossing. 


Throughout the job, rubber-tired 
equipment has been used to keep noise 
to a minimum and to prevent damage 
to pavement. Concrete saws, a sub- 
stantially more expensive method than 
other systems, were used to cut through 
the pavement, eliminating objectionable 
noises of air hammers. Crossing under 
important highways and all railroads 
were either bored or tunneled to further 
reduce inconvenience to the public. 

In every case where streets, drive- 
ways, lawns, and parkways were tra- 
versed by the line, they were restored 
to their original state, and in some 
cases, better than before. 

To keep noise and traffic congestion 
to a minimum by reducing the amount 
of equipment needed on the streets for 
construction, all pipe was coated and 
bent at a central yard and hauled to the 
job site. 

As each section of the project began, 
residents were informed of what was to 
be done and how it would be accom- 
plished. Newspapers and other media 
cooperated with frequent stories, pho- 
tographs, and articles on the work be- 
ing done. Cooperation between the 
contractor, local officials, company of- 
ficials, the press, and residents on the 
line’s route resulted in a “smooth” job 
being done on schedule. 

The new line, which will deliver 
natural gas from a point near Des 
Plaines, Illinois, to the North Shore 
Station of Peoples Gas Light and Coke 
Company, cuts across several suburbs 
and enters the nothern part of the city 
of Chicago. Known as the Howard 
Street Extension, it is being built at a 
cost of $5,135,000, and will be op- 
erated by Peoples Gas’ subsidiary, Chi- 
cago District Pipeline Company. 

Upon completion, the line will sup- 
plement deliveries of gas into the North 
Shore Station and to Northern Illinois 
Gas Company. It traverses the com- 
munities of Des Plaines, Park Ridge, 





HOWARD STREET EXTENSION 
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Pre-bent section of pipe is lowered in place by rubber-tired crane. Equipment of this type 
prevented damaged to lawns, shrubs, parkways. 


Trench through parkway is shored to prevent possible collapse. One pipe section is in place 


another rests on bank, ready to be pulled across street for lowering-in. 
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Map shows route of Howard Street extension 
through northern part of greater Chicago area. 
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3 Workmen constructing a 1|3/4-mile 
: temporary traffic lane of oil-bound 
: crushed stone to insure motorists will 
| have two traffic lanes during con- 
j struction down street. 


At central yard, crews fabricate a 
24-in header for installation at meter 
station. 
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Heavy steel plates bridge trench, 
keep driveways of area residents ac- 
cessible. 
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Niles, Morton Grove, Skokie, and Lin- 
colnwood, ending just inside Chicago. 
Gas supply for the line is taken from 
an existing 12-mile line that runs from 
a point near Elgin eastward to Des 
Plains. The line obtains its natural gas 
from Texas Illinois Natural Gas Pipe- 
line Company, one of two long-distance 
transmission subsidiaries of Peoples 
Gas that brings gas to the Chicago mar- 
ket areas from the Southwest. 
Contractor for construction of the 
line is The Contracting and Material 
Company of Evanston, Illinois. 





Construction Notes 

Big pipe, such as the 36-in. size used, 
requires big equipment. The contractor 
solved the problem by using three rub- 
ber-tired cranes mounted on 12-wheel 
carriers, adapted with special 20-ft 


booms, to lower pipe into the trench. 

For trenching, two backhoes were 
used in urban areas, and a wheel-type 
trencher was used away from paved 
city streets. 

Three concrete saws with 18-in. | 
diameter blades were used to saw 
through concrete of 4-in. thickness. 
Backhoes were used to lift the slabs and 
aggregate. In places where heavy rein- 
forced slabs were encountered, hydro- 
hammers were employed. 

For boring crossings under major 
streets and railroads, augers in 42-in. 
casings, powered by boring machines, 
were used. 

As noted previously, all pipe was 
yard coated and bent. Bending was ac- 
complished by vertical benders. Speci- 
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Supplies and equipment are stored in this 


plastic warehouse to keep 
low air pressure (pro- 
vided by a 12-in. fan in one corner), the ware- 
house is 40 ft by 100 ft 


cluttered. Inflated by 


two hours 


ally-built stationary coating and wrap 
ping machines were used at the central 
yard for coating and wrapping of pipe 

Joints and bends were field-wrapped 
with a bituminous tape. 


Temporary Road Built 

While the line was being laid along 
side a stretch of Oakton Avenue, a busy 
thoroughfare, it was necessary to build 
a temporary 10-ft wide oil-bound, 
crushed-stone road adjacent to and on 
the opposite side of Oakton Avenue 
This temporary road, 3% miles in 
length, permitted traffic to proceed un- 
interrupted in two lanes while the 
heavy equipment and materials were 
on the scene. 


Plastic Warehouse Used 

Also novel on the operation was a 
plastic warehouse erected in a centrally 
located spot for the storage of mate- 
rials. The plastic building was held up 





Coating of field joints is done by hand 


20 Another AGJ exclusive 


It can be inflated in 


scored so you can tear out for easy, neat filing! 


area from being 


by low air pressure provided at one end 
by a 12-in. fan. It was necessary to 
construct an air-lock in order for 
trucks to move in and out of the ware- 
house. 

Two trailers were used as mobile 
field offices by personnel on the job. 
Seventeen two-way radio units were 
used in vehicles driven by personnel to 
coordinate project activity. 


Testing and Cathodic 
Protection 

The line was tested hydrostatically 
in four-mile sections to insure against 
defects in construction. All welds were 
X-rayed. 

Since the new line lays, for the most, 
part, in residential and congested in- 
dustrial areas, crossing under many 
highways and railroads, adequate pro- 
tection against corrosion was vital. One 
railroad in the area is electrified, thus 
exposing the line to stray currents. The 





Special piping being fabricated at central 


yard, 





latest materials and methods were used 
Insulating flanges were spaced along 
the line to reduce conductivity to the 
flow of stray current. Hot coal tar 
enamel coating, reinforced with glass 
fiber wrap and kraft paper wrap, was 
used to further reduce stray current 
pickup, as well as prevent other types 
of corrosion. 

Additionally, a device will be in- 
stalled to return to the electric railroad 
the stray current that is picked up. In 
general, sections of the line remote 
from the electric railroad will be cath 
odically protected by magnesium 
anodes spaced approximately 500-ft 
apart. Rectifiers and ground bed sys- 
tems will be used to protect the remain- 
ing section. 

The extension line crosses 21 sets of 
railroad tracks and 29 highways on its 
route. Two rivers are also crossed - 
the Des Plaines River and the North 
Branch of the Chicago River. * * * 





Workmen remove bracing from trench 3: 
200 ft section of pipe is held aloft, ready > 
lowering. 
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Typical of new control, this combination 
pilot burner and thermocouple in one com- 
pact unit provides blue flame without primary 
air. Pilot is always ''on'' and if it should ever 
fail, main gas supply is automatically 
turned off. 


simple and dependable. 














Automatic lighting equipment on a range oven takes up very little space. It is 


Automatic Ignition for Commercial Equipment 


Arthur Q. Smith, 


Industrial and Commercial Gas Section 
American Gas Association 
New York City, New York 


OVER THE YEARS there has been 
a steadv improvement in heavy duty 
gas cooking equipment. This has been a 
very gradual development embracinz 
slight changes in design here and there, 
streamlining for ease of cleaning, some 
convenience features added and many 
other thines to make performance 
better. Some vears ao stainless steel 
was introduced, which was a long step 
forward in appearance, only a short 
time azo, new high-speed top burners 
on range sections were presented. 

Due to competitive efforts, it was 
found necessary to speed up the per- 
formance of deen fat fryers and give 
it to the gas industry. Several manu- 
facturers adopted the princivle and 
produced superior fryers. All this, over 
the years has resulted in the finest 
ooking equipment possible that is now 
vailable for volume cookinz. 

It was not until January 1, 1957 that 
he greatest advance in this field was 
nnounced — one that eclipsed all 
ther improvements. This milestone 
f progress took the form of a manda- 
ry approval requirement of automa- 
¢ ignition for raneze ovens, portable 
eck ovens, and deep fat fryers. It 

now a requirement that automatic 
ghting must be provided on this com- 
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mercial cooking equipment to secure 
the AGA Seal of Approval. 

The Approval Requirements Com- 
mittee has had the subject of automatic 
lighting on commercial equipment un- 
der consideration for some time and 
at its March 20, 1956, meeting, adopted 
revisions to standards for commer- 
cial cooking equipment. These require 
the use of automatic pilots of the com- 
plete shut-off type in conjunction with 
burners located in enclosed compart- 
ments of deep fat fryers, portable 
baking and roasting ovens, and hotel 
and restaurant ranges. These new re- 
quirements were adopted to become 
American Standard effective January 
1, 1957, and apply to all approved 
equipment after that date. 


What Automatic Ignition Is 
and What It Does 


Actually, automatic ignition com- 
bines safety with automaticity, con- 
venience with devendable onveration, 
time-saving with freedom from con- 
cern of manual operation. The new 
automatic pilot now makes these ap- 
pliances completely automatic. 

Once the pilot has been lighted, and 
this should be done as soon as the 
equipment has been installed, it is only 
necessary to open or close the gas 
burner valve and heat is automatically 
turned on. The automatic pilot is con- 
stantly on watch. Only because of some 
unforeseen condition should the pilot 


Another AGJ exclusive .. 


go out, does the automatic device cut 
off the main gas supply. This insures 
complete safety. 


Are Automatic Ignition Controls 
Rugged and Dependable? 

In house heating, water heating and 
industrial heating applications, auto- 
matic ignition controls have been used 
for long years of trouble-free operation 
requirin® little or no service or main- 
tenance. The manufacturers of these 
controls have built the hithest dezree 
of husky reliability in their instruments. 

The new automatic pilots on com- 
mercial gas cooking appliances are a 
combination pilot burner and _ther- 
mocouple in one compact unit. The 
pilots produce an extremely stable blue 
flame without primary air (an insur- 
ance against failures due to linting). 
They may also be used on all vases. 
With their low gas innut, they have 
little or no effect on oven temperature 
rise — in fact, one manufacturer states, 
“low gas input insures a cool standby 
operation.” 

Automatic lighting on commercial 
equipment has awaited development of 
controls that would withstand the pecu- 
lier requirement of this type of equip- 
ment. With that development com- 
pleted and thorou7hly field tested, this 
new feature provides safety and con- 
venience so that—modern commercial 
gas equipment now leads the way in 
“AUTOMATIC ALL THE WAY!” 
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Who Sells Whom on 
Automatic Ignition? 


It’s the job of the manufacturer, the 
equipment dealer, and the gas utility 
to explain the positive advantages and 
the convenience of automatic ignition. 
It must be a positive approach — an en- 
thusiastic approach. You can’t say: 
“Mister, you have to buy this.” 

Be enthusiastic in saying, “Here’s 
no stooping, no more matches, no more 
waiting. It’s instant heat! The heat is 
ready; it’s waiting; and it’s yours 
instantly!” 

Accentuate the positive. Now you 
are offering oven lighting that is match- 
less, fast, foolproof! Here is the best 
fuel at its best: Instant response, and 
instant heat . . . And It’s Automatic 
All The Way! 

Automatic ignition, considering its 
many advantages, is low priced — ex- 
ceptionally so. Leading manufacturers 
will charge only a few dollars above 
their past standard quoted prices for 
this valuable feature. When you in- 
corporate a welcome improvement 
costing only $26 in appliances selling 
from $250 to $900, you can’t expect 
customer resistance — rather, you can 
expect spontaneous customer 
acceptance. 

Did we reject safety glass in auto- 
mobiles because of the slight cost? Do 


ideas At Work 





Glass 


Blocks 


A close-up view of one installation shows how easy 
a meter can be read through the glass block. 
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If you need this article for your files, take it out now! 


Automatic ignition assures instant response 
and instant heat for deep fat frying in all 
AGA approved fryers. 


we refuse to buy autos with directional 
signals because of the extra charge? 
Do we turn away from automatic 
transmission because it costs slightly 
more than old-style hand shifting of 
gears? 

There you have the answers about 
cost for automatic “stand-by” ignition 
in the new AGA Approved fryers and 
ovens. The gas industry can be of in- 
estimable aid in the promotion of this 
new feature. 

Gas companies should be prepared 
to instruct dealers and customers on 
the use of automatic ignition equip- 
ment and be prepared to immediately 
service the devices in case difficulty 
arises. 

The type of controls used in com- 
mercial gas cooking appliances are of 
individual design, and all concerned 
with any phase of installation and/or 
service should be familiar with the 
operation and servicing of these con- 
trols before being called by the custo- 
mer for information of service. 

With automatic ignition on com- 
mercial gas cooking equipment, the 
food service industry can look back 
over the years of development and 
equipment improvement that have pro- 
duced the perfection of today’s modern 
and efficient gas cooking appliances. 

kkk 





Arrows point out locations of glass blocks in this row of homes. 


Make Meter Reading Easy 


Northern Illinois Gas Company has the answer for customers who are 
away from home during the day when the meter reader makes his 
rounds, or those who prefer not to be bothered when the meter reader 


calls. 


The answer is a glass block, either 8 or 12 in. square, through which 
the dials on the gas meter may be read easily from outdoors. 

These glass blocks are made available free to customers for install:- 
tion in any new or existing home. The customer must make his own 
arrangements for installation of the block, but Northern Illinois Ges 
makes the necessary changes in the meter and connections with no charge 


to the customer. 
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cove 14 Suppliers are 


National 


Advertising supporting GEM 


-helping Gas Utilities and 
LP-Gas Dealers sell more gas 
and gas appliances 
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American Cast Iron Pipe Co. Mz. B. Skinner Co. 
American Meter Co. Sprague Meter Co. 
Bastian-Blessing Co. Superior Meter Co, 
Cleveland Trencher Co. Subsidiary of Neptune Meter ( 
Fisher Governor Co. U. S. Pipe al seul Co. 


E. F. Griffiths Co. Vulcan Rubber Products 
A. C. Lawrence Leather Co. Division of Reeves Brothers 
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Rockwell ManufacturingCo. Walworth Co. 
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“GAS 


ig household services automatically 


Three years of consistent GEM national advertising 
has produced immediate and far-reaching results for 
the industry and for every GEM sponsor. More 
Suppliers to the Gas Industry are needed to help 
support this business insurance program. 










does the 7 b 






Protecting and building present and future earnings 
of the Gas Industry is the responsibility of every 
manufacturer selling to it. All Suppliers to the Gas 
Industry are invited and urged to participate and profit. 


kes the work meals: wor 
an ally, GAS c cook meals. ; 
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As the Gas Industry Goes, 
So Will Go the Business of 
Every Supplier to the Gas Industry. 
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Suppliers: 
For information on how you can participate, ask any 
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his GEM sponsor or write to Gas Equipment Manufac- 
der turers Committee, c/o Gas Appliance Manufacturers 
The GEM Program Association, 60 East 42nd Street, New York 17, N. Y. 
nen consists of advertise- 

ments like the one “ 
alle- above, selling gas, in Gas Companies: 
wn the Saturday Evening FREE advertising mats for use in your newspapers 
Ges Post, Small Homes 






js ak Geen and reprints for dealer mailing are available. 


Modernizing. 


arge 


GEM price tags are available @ $10 per 1000 with 
room for appliance prices and terms on back. 
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As the Gas Industry Goes — So Goes 


the Business of Everyone Selling To It... 


‘8 Out of 10 Choose Gas’ Is Theme of New 


Gas Equipment Manufacturers Program 


“Nearly 80 percent of all new home 
buyers and builders choose Gas for 
heating and other household services” 
is the theme of a new series of national 
advertisements sponsored by 14 lead- 
ing suppliers to the gas utility and LP- 
gas industries. 

Advertisements featuring this theme 
will appear in fall issues of leading con- 
sumer and shelter publications, with 
The Saturday Evening Post, New 
Homes Guide, and Home Modernizing 
being used currently. 

The new “8 out of 10” theme has 
been added to the very effective slogan 
“Gas is 7 Ways Better for the 7 Big 
Household Jobs” that has become a 
familiar by-word in the gas utility in- 
dustry. 

Now in its third consecutive year, 
the national consumer education pro- 
gram is under the direction of the Gas 
Equipment Manufacturers Committee 
of the Gas Appliance Manufacturer's 
Association. Judging from consumer 
inquiries received and comments from 
the industry, the program has been 
highly successful, according to the 
chairman of the GEM Committee, C. 
Benson Dushane Jr., of American 
Meter Company. 

“From the hundreds of letters we 
have received from consumers and the 
large number of utilities and LP-gas 
dealers who are using GEM ad mats in 
newspapers, we know the program is 
producing results,” relates Dushane. 
“The program, however, should be ex- 
panded and we need more help to do 
the job that needs doing.” 

“If we, as suppliers, want to con- 
tinue to expand our sales, then we have 
a responsibility to help gas utilities and 
LP-gas dealers increase their sales of 
gas, gas appliances and equipment, 
and thus create new markets for our 
products,” he explains. “The GEM 
Committee urges every supplier to 
join this business insurance program.” 

More than 2000 GEM newspaper 
ad mats have been used in newspapers 
by gas utilities and LP-gas dealers to 
tell the story of “Gas — 7 Ways Better 
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for the 7 Big Household Services” to 
hundreds of thousands of home own- 
ers and home builders. 

Even greater results are expected 
from the new theme being added, 








8 out of 10 new homes 
choose 





Nearly 8O% of all new home buyers and builders 
select GAS for heating and other household services. 


Nothing equals GAS for coking, water 
ating, refrigeration, house heatirg, air conditioning, 
neineration and clothes drying. GAS is fast, economeal, 


an, dependable, modern and safe, entirely automate 
Before you build, buy, or remodel, ask pou 

my, architect, builder, heating contractor and 

apphan jealer how GAS moderniacs old and new 

homes and keeps them modern at low cost 
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American Cast tron Pipe Co. Sprague Meter Co. 
Americon Meter Co. Superior Meter Co. 
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Facsimile of one of the ads that will appear 
in the national consumer and shelter maga- 
zines is shown above. Copy and illustrations 
in the series stress features important to 
home builders and home buyers alike — de- 
pendability, cleanliness, speed, economy, 
safety, convenience, comfort, and modernity. 
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“Nearly 80% of All New Home Buyers 
and Builders Choose Gas for Heating 
and Other Household Services.” 

To make the program most effec- 
tive, the GEM Committee makes avail- 
able to gas utilities and LP-gas dealers 
a variety of materials for use on the 
local level. 

Free ad mats, available to all in- 
terested parties, can be used in a num- 
ber of ways — in local newspaper ad- 
vertising, enlarged to show card size 
(30-in. by 40-in.) for floor and window 
display purposes; and for use in mail- 
ing proofs to appliance dealers who do 
not sell gas appliances. Proof of ads are 
also made available free of charge. 

Unusually effective have been the 
familiar blue tags carrying the slogan 
“Gas is Better 7 Ways,” which are 
shown in the GEM ads, and which are 
available at a small charge per thousand 
to the utilities and LP-gas dealers. 

Most remarkable thing about the 
entire program is the fact that the 
sponsors of the GEM program have 
nothing to sell to the consumer them- 
selves. They look upon their program 
as “business insurance,” designed to 
protect and build markets, earn the 
good will and thanks of every gas utility 
and LP-gas dealer, and to increase and 
insure their own present and future 
sales by helping others. 

GEM Committee members bear the 
entire cost of the program — includ- 
ing the national advertising, the free ad 
mats, and other tie-in materials, and ad- 
vertising in trade magazines serving 
the gas industry. Current sponsors o! 
the program, which cost approximately 
$300,000 last year, include American 
Cast Iron Pipe Company; American 
Meter Company; Bastian-Blessing 
Company; Cleveland Trencher Com 
pany; Fisher Governor Company; E. F 
Griffiths Company; A. C. Lawrenc 


Leather Company; Rockwell Manufac- 


turing Company; M. B. Skinner Com 


pany; Sprague Meter Company; Su- 


perior Meter Company; U. S. Pipe an: 


Foundry Company; Vulcan Rubber 


Products; and Walworth Company. 
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The new Superior 
ALUMINUM 
CASE METERS 



























... the slow-motion meters 
you can rely on longer 





This slow-motion, long-lived meter operates at 
only 7 revolutions per cubic foot to reduce wear 
and stay accurate longer. And its simple, hori- 
zontal seam construction gives fewer chances for 
leaks...makes maintenance quick and simple. 
Whether it’s adjusting the tangent through the 
handy access in the top...removing the top to 
grind the valve seat... . or lifting out the valve table 
with the entire inner movement to replace the This modern meter exploits all the time-tested ad- 
diaphragm, simply loosening a few screws makes __ vances in meter technology plus the latest manufac- 
everything accessible. turing techniques of Superior’s new plant. 









































1 
: Get full details: Send for bulletin 1150. 
C 
d 
e 
e SUPERIOR METER COMPANY, INC. | fie 
e 
“ 19 West 50th Street, New York 20, N. Y. 
E A SUBSIDIARY OF NEPTUNE METER COMPANY 
oO 
re 
ty 
1d 
re 
he 1, Simple, horizontal seam... 5, Slow movement; only 7 rev- 8, Heavy-duty, sintered bronze 11, Cupped handling lids permit 
id- eliminates leakage .. . easier olutions per cubic foot bearings oil-impregnated for easy and safe carrying 
ad a 6. Seam gasket stays resilient ag 12. Handy access for tangent ad- 
d- 2. Easily accessible table... just ...Cork and Buna-N composi- 9, Flag arrangement gives arm justment and calibration 
ng remove the screws holding top tion smoother operation and longet 13 Broad base for solid stacking 
rt ’ 1. Valve table lifts out with en- life ...designed for conveyorized | 
. ; tire mechanism 10. Accurately controlled dia- handling 
pa phragm...no inaccuracies 44, index removable without re- 
ing 
ym 
S : 
“7 ‘ 3. Meter top removable without In 250 cfh and 340 
mA taking off index box cth sizes to meet 
Ss. 4. Vaive seat readily accessible most domestic re- 
for grinding when top is re- quirements. 
ram moved 
yber 
ys 
te . 
95 
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National advertisements, paid for by these members of the 
Gas Equipment Manufacturers Committee, are helping every 
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Mats of GEM advertisements 
for use in your newspaper 
advertising are available at 
no charge. 
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Rockwell Manufacturing Co. 
M. B. Skinner Co. 
Sprague Meter Co. 


Superior Meter Co. 
Subsidiary of Neptune Meter Co. 


U. S. Pipe and Foundry Co. 
Vulcan Rubber Products 


Division of Reeves Brothers, Inc 


Walworth Co. 











you Il invest in GEM 














A small investment in the Gas Equipment Manufac- 
turers national advertising program is a big invest- 
ment in the future earnings of.every GEM sponsor. 


For the third consecutive year, the GEM Program is 
producing results for the industry and for every con- 
tributing manufacturer. 


Telling the story of GAS to fast-growing America is a 
big and vital job—too big for the 14 GEM sponsors. 
Every supplier to the Gas Industry is urged to help 
and thus insure his future earnings. 


For full information, write to the Gas Equipment 
Manufacturers Committee, c/o Gas Appliance Manu- 
facturers Association, 60 East 42nd Street, New 
York 17, New York. 





See Playhouse 90 on CBS-TV. Consult local listing for time and station. 
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Write for new Catalog GW 
B. SKINNER CO., South Bend 21, Ind. 
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